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ROYAL typewriters save 
FINGER POWER 

Whatever else a typewriter may be it 
is first of all a labor-saving device. 
Labor-saving in the modern interpreta¬ 
tion of the term means more work with 
the same amount of effort; or, the same 
amount of work more easily accom¬ 
plished. Labor and time are almost 
synonymous terms. To save labor is to 
save time, and time as we have heard “is 
the stuff that life is made of." All ma¬ 
terial progress seems to be based upon 
labor-saving, time-saving devices; man 
has always desired to crowd more into 
his precious moments. The only thing 
that he really possesses in this world is 
time and his'great desire seems to be to 
make that time more valuable. The 
Royal Typewriter strikes right at the 
heart of things. It saves finger power; 
it saves time. Time is what the stenogra¬ 
pher sells; time is what the employer 
buys. To make her time more valuable 
enables the stenographer to sell her time 
at a higher price. To save the time of 
the stenographer helps the employer use 
her time more economically and to 
greater advantage. There is a whole 
world of argument in the phrase “the | 
Royal Typewriter saves finger power. 

Easy Writing—An Achievement 

And then we come to the “easy writ¬ 
ing” Royal Typewriter. Ease docs not 
mean laziness. I t does not mean a waste 
of time. In the modern sense ease means 
accomplishment with less effort. That 
which is done easily is most apt to be 
done well; that which is done easily is 
certainly done with the least amount of 
fatigue. Outside of the main interests 
of life it is what we do with our ease 
and our leisure that makes life most 
worth living. To make work enjoyable, 
to make work pleasant is contributing to 
the world something which it has not 
always had. It is true that drudgery of 
other years is passing away in many lines. 
Some of the primitive hardships, of 
course, must remain; but, where science 
and skill have applied themselves to the 
task, greater ease for the worker has al¬ 
ways been the by-product of his greater 

accomplishments. 

Our Slogan—“Compare the Work” 

“Compare the Work,” the famous I 
^°yal slogan is half a challenge, half a 
statement, half a boast of pride in cer- 
tainty of superiority and gradually be-, 
( "ining an accepted truth. We all judge | 
and are judged by comparison. 1 he 
■Peed of the aeroplane means nothing ex- 
u pt by comparison. Those who shun 
tornparisons may perhaps do it through 
1 lL knowledge of their own inability to 
>r| nd the deadly parallel. Those who 
comparison are most apt to be those 
'' are confident of a satisfactory re- 
' ult Men arc big or little by compari-i 
Nations are great or insignificant! 


ONE OF THE NEW ROYAL ADVERTISEMENTS 

P rivate Secretaries of rAAlOLS IvlfA 



..•Ohe saving of energy effected 
by the smooth, light touch of my 
Easy Writing Royal Typewriter en¬ 
ables me to do more work and do 
it berter. 

.. . Secretary to Albert E, Winger, President 
of the American Lithographic Company, 
New York City—"Colorgraphic Advertis¬ 
ing" — operating seven lithographic and 
gravure plants and supplying 24 leading 
newspapers with Sunday gravure features. 



typewriters 

Royal Typewriter Compary, Inc., }16 Broadway, New York 
Branches and Agencies the World Orer 


This particular alvcrtiscmcnt will appear in 
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COSMOPOLITAN MAGAZINE—April 
RED ROOK— April 
ADVENTURE— June 10 
EVERYBODY'S May 
ARGOSY—All Story—Mav V 
SHORT STORIES— April 2a 
MUNSEY’S—May 


AINSLEE'S—May 
COMPLETE STORIES— Max 
POPULAR—Max 
TOP NOTCH—Max 
DETECTIVE STORIES— May 
LOVE STORY— Max 
W ESTERN— May 


bv comparison. All the works of man. 
nian himself, are judged by comparison. 
The Royal Typewriter challenges com¬ 
parison—not onlv a comparison of its 
own structures and principles, not only 
a comparison of that which makes the 
Royal finer and better as an instrument 
but bv comparison of what it accom¬ 
plishes to serve the business of the world. 
It must be judged by what it contributes 
in speeding up the day's work and in 
making business documents more easily 
read, more quickly comprehended and 
more forceful in conveying thought. 1 he 
typewriter is the silent tongue of the 
world. The written word makes and un¬ 
makes everything and everybody. To 
have increased the speed with which that 
word is written, to have added to its 
beauty and to have improved its clarity 
is to have served well. “Compare the 
Work” of the Royal Typewriter. It is 
no idle boast. It is the challenge upon 
which the Royal seeks only its just rec- 
ognition. 


SMOOTHING THE SELLING PATH 

How Royal Advertising is Working for You 

A letter from a fur trapper in Tribolot 
Island. Northern Alaska—and another 
from a British farmer in Tierra del 
Fuego, southernmost inhabited land in 
the world, arrive in the mail. Both of 
them begin “I saw your advertisement—” 

Picture to yourself the tremendous ca¬ 
pacity of the printed word—an advertise¬ 
ment—which impels these two men at 
the extremities of the continents, to di¬ 
rect an inquiry to the manufacturer of so 
modern an article of commerce as a type¬ 
writer. 

Then mentally calculate the people in 
: vour own territory—modern Americans, 
vitally interested in modern progress— 
that Royal advertising is reaching. 

Ever since the Royal No. 10 has been 
on the market, there has been a strong and 
j steady increase in the average monthly 
business. Markets, which were claimed to 
have reached the point of saturation, pro¬ 
duced sales. In many an out of the way 
place, where you would never dream 
there was need of a typewriter, you see a 
new Royal shining on top of a rough, log- 
hewn table, or perched precariously near 
a mill wheel. 

“The Machine Which Makes the Big 
Business Organization Complete” is day 
bv day growing in popularity with na- 
rion-wide commercial organizations. 

How did the Royal get to those places? 
Why was it chosen? You don't have to 
seek far for an answer. In many, many 
instances, the seed was sown by Royal 
advertising. 

Salesmanship had its big part—the 
closing part, but beyond the shadow of a 
doubt, it was the advertising that 
“Smoothed the Selling Path.” 

The Royal Typewriter has, from the 
very beginning, been well advertised. A 

(Continued on page 2) 
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sound public acquaintance has been 
built up through the pages of the 
great magazines and newspapers— 
and this acquaintance is being main¬ 
tained and strengthened. 

It is admitted that the job is being 
done well. 

Every month Royal magazine ad¬ 
vertising is finding its way into near¬ 
ly nine million homes. The Satur¬ 
day Evening Post of February 7, car¬ 
ried a full page advertisement. 
Another will appear in the Post on 
March 7. 

The American Magazine gives its 
two million readers a Royal adver¬ 
tisement each month. 

Cosmopolitan Magazine—Amer¬ 
ica’s best known and most widely read 
general fiction magazine—carries a 
Royal advertisement each month. 

Red Book, appealing particularly 
to the woman reader, has an adver¬ 
tisement each month particularly in¬ 
teresting to her. 

Smart Set Magazine will have a 
Royal advertisement in color on the 
back page of the April issue. 

The great “All Fiction Group” 
reaching nearly three million people 
has a full page advertisement each 
month. This group of magazines 
consists of Adventure, Everybodys, 
Argosy All-Story, Short Stories, 
Munsey’s, Ainslee’s, Complete Sto¬ 
ries, Popular, Top Notch, Detective 
Stories, Love Stories and Western 
Story. 

These magazines find their way to 
almost everbody who might evince 
the slightest interest in typewriters. 
They are making the Royal known. 
They are like a good friend introduc¬ 
ing you to your prospect. 

Students of sales problems say that 
the testimonial—the proof that those 
people who are looked up to use a 
certain product—is the best form of 
advertising. Our present advertising 
is being operated upon this basis and 
has produced a wealth of favorable 
comment. 

Follow these advertisements—and 
then FOLLOW THEM UP. They 
are of some direct sales value—but 
their main purpose is to smooth the 
selling plan. 

This advertising is being done for 
your benefit. If you are a good type¬ 
writer man, you will capitalize on it. 

W. A. M. 


THE ROYAL COVER 


East-West Fued Grows More Violent 


A Tribute to a Quality Feature That Is Very Often 
Neglected in Demonstration 


“Joe,” delivery boy for Frank Ed¬ 
wards, our veteran salesman at Lynn, 
Mass., dropped in at the Boston office 
just a few weeks ago, during a heavy 
snow-storm. He was carrying a 
Royal Typewriter, and both Joe and 
the machine were covered with the 
wet, soggy snow. The water was 
running in little rivulets down the 
cover. 

Mr. Closson remarked to Joe that 
it was extremely lucky the Royal has 
such an excellent cover, otherwise 
the water would seep through on to 
the typewriter. 

Then Joe whisked off the cover— 
and there was the Royal, dry as 
though it had not left the office. 

Joe, who has been with the Royal 
Typewriter for many years, has 
picked up quite a number of facts and 
ideas that would pass by the average 
man without his perceiving them. 
One of them is the strong selling fea¬ 
ture which Royal Salesmen have in 
their favor in the shape of the excel¬ 
lent cover. 

Joe says “Most customers don’t 
realize the extra value they’re getting 
in the Royal cover. This snow storm 
today is just one of the several cases 
I have come across where the Royal 
cover has proved its true value. 

“I was recently called to pick up a 
machine from an office that had been 
through a fire. The office had been 
pretty badly damaged. Everything 
that the fire had not destroyed had 
been hopelessly damaged by the strong 
chemicals used in the extinguishers. 
'The owner of the place figured that, 
so long as everything else was in bad 
shape, the typewriter too was prob¬ 
ably rendered worthless. He called 
us up to find out whether it was 
worth repairing. 

“When I arrived at the burned 
building, I found the typewriter on 
the floor—the cover over it—all cov¬ 
ered with charred wood and the 
chemicals that had been used. I 
picked it up and took it to the office. 

“When we took the cover off, we 
were all in for a surprise. The only 
place on the machine that showed the 
effect of the experience was the trans¬ 
fer in front of the type basket, where 
I had pressed my arm in carrying the 
machine, and squeezed some of the 
strong chemical through the damp 
cover, discoloring the transfer. 

“The machine was found to be in 


perfect running order—not a thing 
wrong with it. The fire raged in 
particular violence in the place where 
the machine had stood, and gallons 
of the chemicals had been poured in. 
Still that good Royal cover had pro¬ 
tected its charge perfectly, and the 
owner of the office was overjoyed 
when he learned that his typewriter 
was good as new.” 

Methinks Joe has uncovered a 
mighty good selling feature here. 
The Royal Cover was not made to 
act as a talking point. Most type¬ 
writer manufacturers give very little 
thought to the cover. They regard 
it as a sort of necessary evil—nor do 
they feel that it should be anything 
but a “dust cover.” In line with the 
usual Royal policy of quality manu¬ 
facture—and that includes every¬ 
thing that comes inside the shipping 
box—and the box itself—we put a 
cover on our typewriter that is as 
distinctive as the Royal itself. 

It is not made of rubber—but of 
a strong, acid and wear-proof com¬ 
position—exactly the same as that 
used for the tops of high grade auto¬ 
mobiles. It costs us a whole lot more 
than an ordinary cover, but even a 
casual glance reveals its superiority. 

We are not giving merely a “dust 
cover” with the Royal Typewriter, 
but, too, a real protection against fire 
and chemical damage—and against 
damage which might be incurred in 
transportation. 

Here is a test that will convince 
any skeptic. Take a Royal cover— 
and any other cover—both of which 
have been in service for a short time. 
Hold them both up to the light. 

Try This on Your Royal 


“Now is the time for all good men 
to come to the aid of their party.” 
How often you have written this 
practice sentence to see how fast you 
can operate your typewriter! Yet, 
do you know tha£ this sentence is used 
only in America? In England— 
theirs runs about as follows: 

“There was a young fellow named 
Fisher, 

Who fished from the edge of a 
fissure, 

But a cod with a grin pulled the 
young fisher in, 

Now they’re fishing the fissure for 
Fisher.” 


Jones Protests Statement 


Our little challenge on page six 
of the January Standard didn’t get 
any further west than Kansas City 
before it was picked up and hurled 
back with a vengeance. 

You will remember that we posted 
the “Four Aces,” every one of them 
from east of the Mississippi, who had 
completed 25 consecutive Machine a 
Day records, and defied some one 
from the West to come forward and 
show an equally good record, or pro¬ 
duce one within the next year. 

As fast as Uncle Sam’s aeroplanes 
could carry it came a letter from Mr. 
Paul W. Jones, Kansas City Man¬ 
ager, telling us where he already has 
us “on the hip.” Mr. Jones came 
with the Company as Manager of the 
Toledo Office the beginning of 1923, 
whence several months later he was 
transferred to Kansas City. In the 
period of his employment, he has 
made the Club every month—and 
how, he asks, could he improve that? 

Naturally, he couldn’t. That a 


man should make the club every 
month since he has come with the 
Royal Typewriter Company i s a |j 
anyone could ask. Mr. Jones now 
has twenty-three consecutive M.A.D 
months to his credit—and we can say 
without violating a confidence, that 
many of them have been double and 
triple M.A.D.’s. 

So much for Mr. Jones—our high, 
est tribute to him also. He’s the 
fifth Ace. In a colorful Western 
drama, the fifth ace would mean a 
“shootin”—but here it means that the 
West is not without its champions. 


Errata 


In the Standard for January, we 
neglected to include the name of Mr. 
J. H. Kennedy, Manager of the Dal¬ 
las Office, as a repeater in the Ma¬ 
chine a Day Club. We are placing 
the proper number of repeats beside 
his name this month—and publicly 
regret the oversight. 


Service Contest for December 


Division No. 1 


Division No. 2 


“Chicago Ace High” 


“Worcester the Leader” 


We announce our Chicago Service 
Department as the winner for the 
month of December. Mr. Tomek, 
Foreman, has led his staff of men 
ably and won twelve stars which rep¬ 
resents that many 100 per cents, for 
the year 1924. 

Due credit is to be given to Mr. 
Appel, Foreman of the St. Louis 
Service Department, for reaching sec¬ 
ond place for the month of December. 
Another star Service Department 
which have earned their twelve stars 
for 1924. 

Baltimore gave the above two De¬ 
partments quite a race for the high 
honors. Mr. Hartan, who is Fore¬ 
man, pulled down ten stars for 1924. 
Third place for December. 

Below is a list showing the respect¬ 
ive standing of each Department: 


1 Chicago .... 12* 

2 St. Louis ... 12* 

3 Baltimore . . . 10* 

4 Cincinnati ... 2* 

5 Louisville ... 6* 

6 Boston . 12* 

7 Buffalo . 9* 

S Detroit . 12* 

9 Indianapolis . 6* 

10 New York . . 3* 

Washington . 11 * 

11 Cleveland ... 9* 


12 New Orleans. 6* 

13 Minneapolis . 9* 

14 Hartford .... 4* 

15 Pittsburgh .. 8* 

16 Philadelphia . S* 

17 Kansas City. 8* 

18 Dallas . 3* 

19 Atlanta ..... 9* 

20 San Francisco —* 

Los Angeles . 1* 

21 Portland. Ore. 1* 


Our Worcester Foreman, Mr. 
Fortin made first place in December 
for the highest percentage in the sec¬ 
ond division. Good work. 

Springfield, 111., is entitled to sec¬ 
ond place. We hope that this will 
inspire other Branches to climb 
higher. 

Mr. Sanders, Foreman of our St. 
Paul Office raised his department to 
third place. This is an example of 
what hard work and efficiency will 
do. 


Below is a list $ 
ive standing of ea 


1 Worcester . . 5* 

2 Springfield. 

Ill. 3* 

3 St. Paul _ 7* 

4 Dayton . 6* 

5 Bridgeport .. 12* 

6 Erie. 2* 

Omaha . I 1 * 

Houston .... 4* 

7 Birmingham . 

8 Toledo . 5* 

9 Rochester ... 1* 

10 San Antonio. 3* 

11 Providence .. 2* 

12 Springfield. 

Mass. 8* 

13 Duluth .— 

14 Davenport . . 3* 

15 New Haven . '* 

16 Denver . 5* 

Fort Wayne . 

17 Milwaukee .. 2* 

Waco . 1 * 

36 Little Rock. . 1* 

35 Scrant 


>wing the respect- 
i Department: 

18 Akron . 1* 

Harrisburg .. 9* 

19 Seattle .— 

20 Richmond .. 

21 Tacksonville . 3* 

22 Des Moines.. J ‘ 

23 Newark . •»* 

24 Oakland .... 3* 

25 Columbus ... 3* 

Youngstown . 4* 

26 Fort Worth . 8* 

27 Fresno ...... 1* 

Grand Rauiils 3* 
Portland, Me. 4* 

28 Peoria .—. 

South Bend . 2* 

29 Albany . 4* 

30 Johnstown .. — § 

31 Memphis ... 2 

32 Rockford ... — 

33 Bangor . 4 

Wichita Fall* — f 

34 Evansville .. - 
.... 6 * 



They say that good workmen 
ose good tools. It is not strange, 
refore, that Zoe Beckley uses the 
yal Typewriter. 

Most of us know Miss Beckley, 
; of America’s most noted news¬ 
ier women—and perhaps the pre¬ 


A FAMOUS NEWSPAPER WRITER AND HER ROYAL writer. Her letter is reproduced be- 


mier interviewer. Her work has ap¬ 
peared in newspapers from coast to 
coast, and she is a contributor to sev¬ 
eral national magazines. 

Perhaps her most famous feature was 


the interview and story of Ex-Kaiser 
Wilhelm in his exile at Doom. Many 
other famous personages have been 
the subject of her interviews. She 
accompanied Emile Coue to this coun¬ 
try from his little apothecary shop in 
Nancy—Lady Astor—Mrs. Coolidge 
and the late Mrs. Harding. 

Throughout all her travels, her 
constant companion has been the 
Royal Typewriter. Most of her 
widely read interviews took visible 
form first on her Royal. 

Our picture above shows Miss 
Beckley in her “workshop.” Over the 
Christmas holiday she was visiting 
Birmingham, and had to do some 
writing. Nothing would do but a 
Royal and Mr. Patterson, our genial 


OHice Manager No. 1: Typewriter 
men are very thick in New York. 

Office Manager No. 2: Perhaps, but I 
know one in Chicago who is thicker 
than any in New York. 


manager—was right on the spot to 
help, proving that Royal service is 
as good as the Royal Typewriter it¬ 
self. Miss Beckley appreciated the 
favor and wrote us, in addition, just 


low. 

Miss Beckley is just another of 
the imposing list of famous writers 
who have chosen the Royal for their 
personal writing. 


FAMOUS FEATURES SYNDICATE,INC. 


NEW YORK.N.Y. 


December 26, 1924. 


Royal Typewriter Company, 

223 North 22d Street, 

Birmingham, Alabama. 

Gentlemen: (Attention Mr. Alex Patterson) 

I want to thank you for your very great courtesy to 
me in loaning the "Royal” for my work while in Birmingham... T 116 
Royal ha3 been for years my typewriter , and I never can fool quite as 
comfortable with seny other. 


Sincerely, 
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FACTORY SUPPLEMENT 


Mr. F. E. Lewis 


ROYAL STEEL RAILS 






Some twenty-three years ago, a 
voung man entered the employ of a 
competitive typewriter concern in a 
minor clerical position. This young 
n Ind a good foundation, so far 
as education goes, but very limited 
experience. But he had persistency, 
application and fondness for work, 
anc j he xvas promoted many times, 
passing through such work as the 
Pav Roll Division, Cost Records, 
General Accounting. Cashier, until 
he became Chief Clerk. He was with 


F. E. Lewis 


that company some six years and in 
1907 came with the Royal in charge 
of factory accounting and has been 
with us some seventeen years until to¬ 
day lie holds the position of Office 
Manager, in full authority of 
Finances, Pay Rolls, Cost Division, 
Cashier’s Division, Factory Sales Di¬ 
vision, Factory Clerical Help, Em¬ 
ployment and Purchasing records and 
so on. 

Thus, Mr. Frederick E. Lewis has 
given of his best to the typewriter 
business. He is rightly considered 
the watch dog of accounts and he 
spends the money as if it were his 
own, watching carefully every move. 
His developing of accounting methods 
has done much towards the efficiency 
and economy of the factory. 

He is about 45 years of age, mar¬ 
ried and has one boy. After leaving 
school, he graduated from a promi¬ 
nent business college in a business and 
stenographic course, and also com¬ 
pleted an advertising course in the 
International Correspondence School. 

His loyalty and extreme pride in 
the Royal organization is very pro¬ 
nounced. His accomplishments are 
clean cut, and bear the imprint of 
Royal quality. He is Treasurer of 
the Royal Mutual Benefit Associa¬ 
tion, the Royal Tuberculosis Fund, 
and takes a keen interest in the 
finances of the Royal Young Men’s 
Club. 

His twenty-three years of type¬ 
writer accounting experience have 
made him one of the foremost ac¬ 
countants in this line. 


Members of the Royal Organiza¬ 
tion, reading this article about our 
Steel Rails, can never know the im¬ 
mense amount of developing work 
and years of discouragement and dis¬ 
appointment preceding the adoption 
of this Rail in our product. 

“No Royal Rail Can Ever Wear Out” 
Several years of development work, 
some successful, many unsuccessful, 
until it seemed as though the time had 
come to give it up as a failure. Pa¬ 
tience personified, dogged determina¬ 
tion, sheer ability to do what others 
had failed to accomplish, strength of 
character, yes, and giving of health— 
all this is back of the Royal Rail. To 
me, writing this, there is a romance 
back ot this development and 1 think 
of the men who made it possible with 
a higher understanding of their 
worth as producers, and with a great 
deal of pride because 1 am associated 
with them. The Royal Rail, while 
being developed, through its very dif¬ 
ficulties, developed the men who made 
it possible. THE ROYAL RAIL 
OUTLIVES THE WORK FOR 
WHICH IT WAS DESIGNED. 
Yes, sir, it’s a fact that the factory 
men who worked on the development 
of this Rail, in proving their ability, 
their patience, their discouragements, 
their persistence, etc., brought forth 
a Rail so remarkable in its wearing 
qualities, that as far as its work in 
the Royal Typewriter is concerned 
IT CAN NEVER WEAR OUT; 
that it allows the Royal Carriage to 
run over its tracks with a smooth, 
silky motion unequalled in any type¬ 
writer, a Rail so close in its measure¬ 
ments of requirement, that a thou¬ 
sandth of an inch is worked to, a Rail 
that is a monument to these men and 
to the purpose for which it is in¬ 
tended. 

Let’s come down to the concrete 
facts of its production, and see how 
the productive phase has materialized 
into a rhythm of daily quantities. 

Look at No. 1 in the plate and 
note the rough design clearly show¬ 
ing against the metal background. A 
rough piece of steel, heated to bright 
red, is placed in an 1800 pound power 
hammer and a blow’ is struck ten 






times, each blow averaging about 
5400 pounds, a total weight struck 
of 54,000 pounds. The forging is 
then sent to the departments for some 
35 different operations before it is 
complete. These operations include 
milling, drilling, profiling, tapping, 
straightening, carbonizing, hardening, 


straignrening, uiuuiuau^, 

1 sand blasting, nickel plating and 


Steps in Manufacture 

grinding. AH these operations arc 
done under the closest inspection 
system possible. 

The electric ovens for carbonizing 
are the last word in modern installa¬ 
tion. Many hours incased in special 
metal containers, laid in bone and 
subjected to a heat around 1650 de¬ 
gree Y .—surely a development on 


scientific grounds that goes far beyond 
ordinary factory procedure; a devel¬ 
opment' where the human factor is 
practically eliminated and mechanical 
control is supreme. 

The grinding is done under abnor¬ 
mal precision conditions, which can 
only call for admiration from the 
skilled mechanic as he notes the high 
grade machines with the graduated 
indicator ever ready at hand to prove 
the manufacturing limits are lived 
within. 

We are showing you a photo of a 
corner in our Rail Department where 
the Rails are ground on a group of 
Browne & Sharpe high grade preci¬ 
sion machines. T he Ball Race and 
Clamp Seat of the Rails are ground 
within extreme limits and must be 
absolutely parallel. Please note the 
head inspector who is responsible for 
this fine work, and who is convincing 
the head of the department that the 
Rails according to his gauge are ac¬ 
curate and to figures. An extremely 
high grade sensitive gauging tool 
where thousandths of an inch are 
clearly shown on an indicator, is used 
on every Rail. 

No. 5 Rail shows the product after 
the twentieth operation with finished 
milling of Ball Groove and Clamp 
Seat. 

No. 7 Shows Rail hardened, sand¬ 
blasted, polished, nickel plated and 
re-straightened, with Clamp Seat and 
Ball Groove ground ready for final 
inspection before assembling to Shift 
Arms and Escapement Frame. 

A story is never ended without a 
definite thought created to the final 
outcome. A great engineering feat 
has been accomplished due to the vi¬ 
sion of the men in your company, 
enormous outlay for machinery, elec¬ 
trical furnaces and special equipment, 
delicate gauges and indicators of won¬ 
derfully close limits were made, and 
out of this is the RAIL THAT' CAN 
NEVER WEAR OUT. Thus is 
added another chapter of Royal qual¬ 
ity. The user is the gainer, and his 
dollars exchanged for an equity that 
allows of no challenge as to the fullest 
value being given. 


Foremen's Club Meeting 


Fhe Foremen’s Club held their 
re Hular meeting on the evening of 
January 21st. A regular dinner was 
^rved, followed by* group singing. 

1 fir foremen issued invitations to the 
assistant foremen and 15-year em¬ 
ployees to he present, because of Mr. 
Gwis W. Ripley, astronomer, of 
Glastonbury, who gave a practical 
■ind interesting talk on the Solar 
-clipsc which occurred January 24th. 
' Ir - Ripley’s knowledge of astronomy 
highly interesting and his dc- 
' c jjption and methods of timing the 
clipsc, were wonderfully expressed. 

1 vv; is a meeting that will be long 
rctTlc mbered by those present. 
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DEALERS’ SUPPLEMENT 


JANUARY HONOR ROLL 


The first month of the new year 
finds the Royal dealers with a new 
high record. 

Forty-one names are on the Honor 
Roll this month representing the 
Royal dealers who made one hundred 
per cent, or more of their individual 
quotas. 

A good start is a big factor in ac¬ 
complishing any record and these 


Albuquerque Typewriter Ex¬ 
change. 

Albuquerque, New Mexico. 

G. R. Allen Company, 
Watertown, New York. 

Anderson Typewriter Company, 
Pasadena, California. 

H. G. Bancroft, 

York, Pennsylvania. 

Benson Typewriter Company, 
Canton, Ohio. 

Benson T. W. Co. (Mr. Ross) 
Springfield, Ohio. 

Bristol Typewriter Company, 
Bristol, Virginia. 

Carolina Typewriter & Office 
Supply Co., 

Raleigh, North Carolina. 

Roy A. Davis, 

Colorado Springs, Colorado. 


Royal men have taken advantage of 
an early start in getting ahead of their 
quota and not allowing their quotas 
to get ahead of them. 

Here is a record of which we are 
proud, but how long Royal dealers 
will allow it to stand remains to be 
seen. 

Congratulations, record breakers! 


Daytona Book & Staty. Co., 
Daytona, Florida. 

A. L. Deal, 

Hickory, North Carolina. 

J. C. Duell Sales Company, 
Miami, Florida. 

Ervin Typewriter Exchange, 
Anderson, Indiana. 

Julian Estes, 

Texarkana, Arkansas. 
Graham & Wells, 

Corvallis, Oregon. 

Grant’s Typewriter Exchange, 
Beaumont, Texas. 

Gustafson Typewriter Co., 
Marquette, Michigan. 
Howard D. Happy, 

Mayfield, Kentucky. 

H. B. Harper, 

Anderson, South Carolina. 


A. W. Barlow Made Assistant 
Sales Manager 

Succeeds Stewart in Charge of Dealers 

The Standard extends the Royal 
hand of welcome to Mr* A. W. Bar- 
low, who has joined the organization 
as Assistant Sales Manager in charge 
of the Dealers Department, succeed¬ 
ing Mr. W. B. Stewart. 



A. W. Barlow 


A ROYAL TIME 

This is an appropriate time of the 
year to introduce to our readers the 
personnel of the J. C. Duell Sales 
Company, the new Royal dealer at 
Miami, Florida. 

They are not only enjoying won¬ 
derful weather at this time of the 
year, but their saleswoman, Mrs. S. 
H. Hendley, has the distinction of 
being the first woman to earn a 
M.A.D. ring by making the M.A.D. 
Club. 

Reading from left to right the ac¬ 
companying illustration is Mrs. S. D. 
Hendley. Mr. J. C. Duell, Mr. W. 
T. Haskell and Mr. J. G. Croley, 
standing in front of 128 South Miami 
Avenue, the headquarters of this 
dealer. 

Mr. Duell was formerly manager 
of the Haiti Office of our West In¬ 
dian dealer, and took over the Royal 
dealership at Miami last November. 
Since that time his organization has 


AT MIAMI, FLA. 

been producing some fine sales rec¬ 
ords. In No¬ 
vember they 
earned 193 
perk cent, of 
their quota, in 
December 333 
per cent., and 
in January 
496 per cent., 
and they are 
going stronger 
each day. 

Mr. W. T. 
Haskell is 
chief of the 
Se r v i c e De¬ 
partment and 
is backing up 
the Duell Sales Records with prompt 
and courteous service, while Mr. 
J. S. Croley has charge of the office, 
and completes the all around effi¬ 
ciency of the staff. 


Mr. Stewart has abandoned us for 
the banking profession, and is by now 
a full-fledged official of a trust com¬ 
pany. The typewriter business loses 
a well-known and well-liked figure 
in “Bill” Stewart, and we wish him, 
on behalf of the entire Royal Organ¬ 
ization, the greatest measure of good 
fortune and success in his new ven¬ 
ture. 

Mr. Barlow, his successor, is pe¬ 
culiarly well qualified to take over 
this important post. He has been in 
the typewriter business since Febru¬ 
ary, 1906. His wide experience and 
general knowledge of the typewriter 
business and typewriter men all over 
the country will be of great advantage 
in his present position. 

Mr. Barlow’s Royal associates wel¬ 
come him, wish him great success— 
and know that under his administra¬ 
tion, the dealer arm of the organiza¬ 
tion will become an even greater unit 
in the Royal sales group. And, on 
the other hand, the dealers themselves 
may look forward to the same good 
co-operation and helpfulness on the 
part of Mr. Barlow which has so 
characterized this department in the 
past. 


Pleasant Visit from 
McCracken 

We were greatly pleased to receive 
a visit during the past month from 
the genial J. A. McCracken, our 
veteran Royal Dealer at Winnipeg, 
Canada. 

Mr. McCracken is one of the old¬ 
est dealers in point of service in the 
Royal Organization. His long ex¬ 
perience and general ability as a type¬ 
writer man have made him greatly 
respected and feared by competition 
in Canada, and his connection with 
the Royal is one which we are proud 
to record. 

Mr. McCracken feels that business 
in Canada is certainly going to fol¬ 
low the general trend upward during 
the coming year. He is very op¬ 
timistic in his estimates of sales and 
feels that the new Easy Writing 
Royal Typewriter is in itself the best 
sales argument in the world. 

Mr. McCracken left us with the 
prophecy that he would show a cT&in 
pair of heels to many of our dealers 
in the States, and we are wondering 
how they feel about this little chal¬ 
lenge. 




Mrs. S. D. Hendley 
First Woman to 
Make M.A.D. Club 


JANUARY HONOR ROLL 

( Continued) 


Haynes & Ratliff, 

Sanford, Florida. 

W. E. Jackson, 

Grenada, Mississippi. 

John I. Kerr, 

Port Huron, Michigan. 

Kirkpatrick Company, 
Nashville, Tennessee. 

R. P. Mathews, 

Springfield, Colorado. 

Missouri Book Store, 
Columbia, Missouri. 

Naegele Printing Company, 
Helena, Montana. 

R. G. Nichols, 

Topeka, Kansas. 

Office Specialties Company, 
Fargo, North Dakota. 

A. G. Packard, 

Hornell, New York. 

Palestine Printing Company, 
Palestine, Texas. 

F. L. Patty, 

Austin, Texas. 

E. N. Pattillo, 

Columbia, South Carolina. 

Paxton Typewriter Company, 
Bloomington, Illinois. 

T. H. Payne Company, 
Chattanooga, Tennessee. 


George A. Pearce, 

Abilene, Texas. 

Walter W. Prior, 

Trenton, New Jersey. 

H. J. Roof, 

Tampa, Florida. 

Royal Typewriter Exchange, 
Pittsfield, Massachusetts. 

Loren E. Speice, 

Bucyrus, Ohio. 

Standard Typewriter Company, 
Reading, Pennsylvania. 

Tulsa Typewriter Company, 
Tulsa, Oklahoma. 


Poliak Made Honor Roll 


The January issue of the “Royal 
Standard” showed the name of a 
Royal Dealer in two places and that 
of the Pocatello Typewriter Ex¬ 
change was left out. 

Therefore, this opportunity is 
taken to give credit to the Pocatello 
Typewriter Exchange of Pocatello, 
Idaho, and congratulate them for 
making the December Honor Roll. 


H. J. SMITH MUCH IMPRESSED 

it was certainly a pleasure to meet 
him here at the Home Office. Mr. 
Smith predicted a big improvement in 
business conditions. 

He says that the most interesting 
part of his trip was his visit to the 
Royal Typewriter Factory and after 
seeing the great care which is taken 
to make the Royal Typewriter a per¬ 
fect writing instrument, and in his 
own words—“the tremendous amount 
of money that has been spent on three 
words—‘Compare the Work,’” he 
went away filled with determination 
to “tell the world” about it. 

The letter which is reproduced be¬ 
low will be interesting to the rest of 
the dealers as an indication of just 
how this tremendous Royal Factor)' 
impressed one of their number. 



During January we were greatly 
pleased to re¬ 
ceive a visit 
from Mr. H. 

J. Smith, our 
good friend 
from Parkers¬ 
burg, West 
Virginia. Mr. 

Smith is the 
Royal D i s- 
tributor in va¬ 
rious cities of 
West Virginia 
and Ohio and 
has made an 
enviable rec¬ 
ord selling Royal Typewriters in his 
territory. 

We regard him as one of our most 
consistent and successful dealers, and 


H. J. Smith 



H. J. SMITH TYPEWRITER EXCHANGE 

ROYAL DISTRIBUTORS 


so« Firm rrnirr 
PARKERSBURG. W. VA. 


AGENCIES 
ATHENS. OHIO 
MAN I ETTA. OHIO 
CLAHKSSUSO. W VA 

ZANESVILLE. OHIO 
MOROANTOWN. W VA 
MUNTINOTON. W VA 


January 7, 1925. 


Mr. George Ed. Smith, President, 
Royal Typewriter Company, Inc., 
316 Broadway, New York, N. Y. 

Dear Mr. Smith: 


I certainly wish to thank you for 
the privilege of visiting the factory. 

After eighteen years* experience on 
the firing line selling typewriters, I have learned more 
in the time spent at* the factory than in several years 
preceding. 


Your factory organization is posi¬ 
tively the best that I have ever seen. The loyalty shown 
to factory foremen, assistants, and superintendents can¬ 
not bo equaled elsewhere. If your Sales Organization 
could possibly come up to your factory organization, we 
could undoubtedly double sales. 

A tremendous amount of money has 
been spent on three words - "Compare the Work". The 
logical reason for this was impressed firmly upon me when 
by persistent inquiry I persuaded one of your foremen to 
give me the Information that practically 25 % of the cost 
of assembling is spent on the care and inspection of the 
type bar action. This alone is a conclusive sales argu¬ 
ment for any salesman to convince a prospective purchaser 
that no expense is being spared in the building of our 
product. 


Very truly yours. 
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IMPRESSIVE ROYAL DISPLAYS IN THE FOREIGN FIELD 



Among the numerous exhibitions 
that have recently come to our no¬ 
tice is the one that was installed at 
the Industrial Exhibition held at 
Paris a few months ago. This very 
impressive display was arranged by 
our dealers for France, Messrs. J. H. 
Davis & Co., who report that the ex¬ 
hibit drew a large share of attention 
from the many visitors to the show. 
A view of this display is presented in 
the illustration, upper centre, indicat¬ 
ing clearly the thoughtful and care¬ 


ful attention that was given to the 
proper placing of the machines. 

This exhibit was honored by the 
visit of M. DeMoro-Giafferi, Deputy 
from the Island of Corsica and Under 
Secretary for Public Instruction. 
The photograph at the upper left 
gives us a view of the Stand at the 
time of this distinguished gentleman s 

visit. , . 

In the photograph at the upper 


right is shown a view of the display 
made at an exhibition held near Stras¬ 
bourg, France. The display was ar¬ 
ranged by Messrs. J. Brincour & Co., 
sub-dealers in that region for our 
French dealers, J. H. Davis & Co., 
Paris. As may be seen, this exhibit 
comprised a number of lines carried 
by these dealers and from all reports, 


. was a decided success. 

The Royal dealers for France are cer¬ 
tainly to be complimented on their ac¬ 
tivities in connection with these Fairs 
which have no doubt served to greatly 
enhance the prestige enjoyed by the 
Royal in that country. 

At Hawaii’s Annual Territorial 
Fair, recently held in Honolulu, the 
Royal was displayed by our dealers 
for that territory, Hawaiian News & 


Public that it has been decided to 
make it an annual affair. Tcxidor 
Co., Ltd., are deserving of much 
praise for their part in bringing about 
this success. 

All of the dealers who were instru¬ 
mental in arranging for the various 
exhibits mentioned feel that these dis¬ 
plays have helped in a large measure 
to further build up the prestige of the 
Royal typewriter and that prospects 
for future business have been in¬ 
creased as a result of this excellent 
publicity. 


Hardly a month passes that the 
Roval typewriter is not displayed in 
t he various commercial exhibits and 
jlirs held in many cities throughout 
the world. The Royal dealers are in 
many cases quick to realize that these 
local" fairs are valuable to them in 
m ore soundly establishing the name 
of their firms as well as the products 
they represent. The fact that our 
dealers are so active in this branch 
( ,f development work is convincing 
proof that no stone is left unturned 
in the pursuit of methods that will be 
helpful in placing and keeping the 
Royal in the vanguard of the type¬ 
writer business in their respective ter¬ 
ritories. 

A great amount of original thought 
and effort has been put into many of 
these exhibits by our dealers and the 
inherent beauty of the Royal type¬ 
writer lends itself admirably well to 
the arrangement of displays that arc 
difficult to equal for appearance. 


Thrums, Ltd. Inasmuch as a large 
section of the Fair was devoted to the 
agricultural interests of the country, 
it was largely attended by visitors 
from all the islands. A view of our 
dealer’s neatly arranged booth is 
shown in the lower left photo. Need¬ 
less to say, many new friends were 
made during the exhibition, which 
fact more or less assures increasing 
future business in the Hawaiian ter¬ 
ritory. . , 

The illustration at the lower right, 
gives us a view of the exhibit made 
bv our Cuban dealers. Messrs. Fexi- 
dor Co., Ltd., at tbe First Interna¬ 
tional Sample Fair held a short time 
ago in Havana. Mr. Alejandro 1 ex- 
jdor. President of that company, put 
every effort into making this exhibit 
an attractive one and, judging from 
appearances and the reports we have 
received, his plans were carried out 
with exceptional success. I he Eair 
was so well received by the Cuban 



Royals in a Cold Climate 

A most interesting item of informa¬ 
tion was recently received from Mr. 
M. Nissen-Lie, the Royal dealer for 
Norway, whose headquarters are lo¬ 
cated in Christiania. Mr. Nissen- 
Lie tells us that he has been successful 
in placing approximately twenty Roy ¬ 
als in Hammerfest, which is the 
northernmost town in the world. He 
also tells us that he has sold Royals 
for use in Spitzbergen, which is per¬ 
haps the most northern inhabitable 
place on the globe. 

That the Royal has been selected 
for use in these extremely cold coun¬ 
tries is an eloquent tribute to its last¬ 
ing qualities and it is likewise a com¬ 
pliment to Mr. Nissen-Lie’s zeal in 
developing business in a territory that 
is more or less isolated from the we!’ 
traveled paths of commerce. 



In Cuba 


In Hawaii 
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MACHINE-A-DAY CLUB 

A RECORD 

We note specially this month an exceptionally fine record on the 
part of our Washington Office. Washington is not, of course, a large 
office in a strict sense of the word, but the four salesmen who com¬ 
prise its sales force have made many a big office record look small. 

We record this month one hundred per cent. Machine-A-Day mem- 
beiship on the part of our Washington force, including Mr. Harry 
D. Cashman and salesmen Messrs. H. L. Rudnick, E. C. Weeks and 
S. L. Richter. Thus Mr. Cashman’s force has set a mark which it 
is going to take a mighty good sales force to beat and we extend to 
him and his men the congratulations and respect of the entire Royal 
Sales Organization. 

Space does not permit the listing of the entire membership this month, 
so merely the new members and repeaters for the month ar shown. The 
number shows the times the member has repeatd. 


THE NEW M.A.D. MEMBERS FOR JANUARY 





C. C. CRAWFORD 

Atlanta 


K. F. WALKER J. E. ESKEY 
Detroit Pittsburgh 


I. KORNFELD 
New York 


S 


D. G. CARLIN 
Los Angeles 


AKRON 

L. J. Michel 4* 
ATLANTA 

C. C. Crawford * 
BALTIMORE 
J. C. O’Keefe 8* 
BOSTON 

I. C. Barlow 5 s 
H. E. Burton 15* 

BUFFALO 
C. M. Pillow 6* 
CHICAGO 
H. Nuhn 11* 

J. M. Roberts 18* 

E. H. Johnson 9* 

A. J. Redding 7* 

E. J. Goldblatt 11* 

R. C. Goldblatt 11* 
W. B. Larsen 13* 

B. P. llamil 12* 

J. C. Laborence 10* 

L. E. Wilson 5* 

W. E. Howard 4* 

A. G. Freeberg 4* 

CINCINNATI 

S. D. Wakefield 10* 
CLEVELAND 

W. C. Rodgers 4* 

M. C. Hull 11* 
COLUMBUS 

G. C. Kinnamon 12* 


Office Specialties Co. 
J. E. Gaffaney, 
Fargo, N. Dak. 


A. R. DAVIS 
Pittsburgh 


DAVENPORT 

G. D. Lawless 3* 
DETROIT 

L. D. Teeters 6* 

K. F. Walker * 
ERIE 

C. V. House 3* 
HARTFORD 

H. F. Brainerd 26* 
J. F. Gilligan 3* 

HOUSTON 

W. H. Courtenay 3* 
INDIANAPOLIS 
W. F. Teer 11 * 
KANSAS CITY 
P. W. Jones 24* 
LOS ANGELES 

D. G. Carlin * 
LOUISVILLE! 

J. T. Wellman 26* 
MILWAUKEE 
W. A. Partee 8* 
NEW ORLEANS 
W. J. Creger 6* 
NEW YORK 

D. J. Allingham 26* 

G. M. Guest 25* 

T. M. Gleason 24* 

H. W. DeMott 19* 

J. Schwartz 14* 

G. N. White 20* 


NEW YORK—Cont. 
C. C. Waters 3* 

G. Rannenberg 12* 

L. E. LcMaster 6 * 
J. E. Guy 6* 

L. Kugcl 4* 

I. Kornfeld * 
OAKLAND 

J. E. Geissinger 3* 
PHILADELPHIA 

L. A. Dunn 10* 
PITTSBURGH 

M. V. Miller 26* 

J. E. Eskey * 

A. R. Davis * 
PORTLAND, ORE. 

G. D. Roe 3* 
PROVIDENCE 

E. D. Crandall 5* 
SAN ANTONIO 
E. M. Bushee 2* 

ST. LOUIS 

H. H. Nunamaker 10* 
L. E. White 5* 

WASHINGTON 
H. L. Rudnick 10* 

S. E. Richter 9* 

H. D. Cashman 5* 
E. C. Weeks 2* 


DEALERS M.A.D. 

R. G. Nichols 
Topeka, Kansas. 


W. W. Prior, 
Trenton, N. J. 


Nebraska Typewriter Ex., 
H. E. McArthur 
Lincoln, Nebraska. 

R. G. Roof 


Tampa, Fla. 

GREAT BRITAIN—Visible Writing Machine Co., Ltd., London 


1— H. D. Ebbutt* 

2— F. J. Tree* 

3— II. W. D. Buck- 
eridge* 


4— C. Salter* 

5— W. H. Roberts* 


6— B. Harris* 

7— E. W. Johnson* 

8— S. H. Goodwin* 


9—J. C. Barlow* 

10— P. C. Fielding* 


FOREIGN 

CZECHOSLOVAKIA—Joseph Foist 


R. II. Eastman* 


National Accounts Department 
News 


That was a fine January the branches 
turned in for their National Accounts 
business. 

All the branch offices with live-wire 
management turned in a big sales volume 
(in many cases a record month for the 
branch). February and March are now 
before us and should be the best type¬ 
writer months of the year. With that fine 
typewriter the factory is producing for 
us, now is the time to cash in on this 
sales opportunity and get all there is out 
of it. Sales resistance is getting less and 
less. 

One manager has just written in, “We 


will have those five new accounts opened 
and going full blast before the time limit, 
the machine the factory is giving us al¬ 
most sells itself once we demonstrate it.” 

Here are the first ten: 


1— Akron 

2— Washington 

3— Indianapolis 

4— Denver 

5— Atlanta 


6— Hartford 

7— Kansas City 

8— New York 

9— Pittsburgh 
10—St. Louis 


those managers; 
per cent, of their 


Congratulations t 
they* averaged 126 
quotas. 

Get in among the leaders this month. 
If you have not been there you want to 
get there, and if you have been there you 
want to stay there. 

The “N.A.D.” is you short cut to the 
“M.A.D.” 




Contest Results for January 

The third month of the individual contest produced results which were 
in themselves surprising. January was an extraordinarily good month in the 
branch organization, and the great majority of contestants gave a good ac¬ 
count of themselves. Some of the brackets were so close that but one or 
two machines turned defeat into victory. We refer particularly to the San 
Francisco-Los Angeles, the Pittsburgh-St. Louis and the Houston-San An¬ 
tonio Contests. 

We are showing below the pictures of the managers who registered three 
straight victories over their opponents: 






Hull, Cleveland d. 
Baltimore 


Wellman, Louisville 
d. Rochester 



Larsen. Chicago d. Russ, Portland. Ore., 
Boston d- Seattle 


\ 



Jones, Kansas City d. Teer, Indianapolis d. Kennedy, Dallas d. 

J _Port Worth 


Jackson, San Antonio 
d. Houston 





Hinck, Jacksonville 
d. Bangor 


Robinson. New York Partee Milwaukee d. 
d. Philadelphia Providence 


Patterson, Birming¬ 
ham d. Memphis 






Mitchell, Denver d. 
Omaha 


Mowers. South Bend 
d. Fort Wayne 


Flagg, Rockford d. 
Peoria 


Lawless, Davenport d. 
Des Moines 


Contest winners with two victories or less. Asterisk indicates winner in 
the single month of January. Number indicates number of victories. 


O’Bryan, Evansville 2 
Springfield, III. 0 

Geissinger, Oakland 2 
Fresno 0 

*Michel, Akron 2 
Dayton 1 

*Mann, Atlanta 2 
New Orleans 1 

’Mulligan, New Haven 2 
Bridgeport 1 

Hull, Cleveland 2 
•Detroit 1 


* House, Erie 2 
Youngstown 1 

Knott, Toledo 2 
'Grand Rapids 1 

‘ Lamont, Harrisburg 2 
Johnstown 1 

'Brainerd, Hartford 2 
Buffalo 1 

•Ward, Scranton 2 
Little Rock 1 

*Morf, San Francisco 2 
Los Angeles 1 


‘Miller, Pittsburgh 2 
St. Louis 1 

•Platz, St. Paul 2 
'Smith, Worcester 2 
Springfield, Mass. 1 

Reighard, Wichita Falls 2 
'Waco 1 

Hess, Newark 2 
•Portland, Me. 1 

Murphy, Albany 1 
Richmond 0 


Employment Department 


Our Employment Departments made a 
good showing in January, not only in 
the number of positions filled and sales 
secured, but also in number of calls made 
and number of inexperienced stenogra¬ 
phers placed. 

Miss Thresher, of our St. Louis Office, 
made more calls on schools and commer¬ 
cial houses during the month than any 
of our other Employment Managers. 
Miss Wirtenson heads the list under num¬ 
ber of beginners placed in positions. Be¬ 
low is standing of our Branches and Dis¬ 
trict Branches based upon reports which 
we have received to date. 

BRANCHES 

Positions 


1— Richmond 

2— l'ort Worth 

3— St. Paul 

4— Youngstown 

5— Denver 

6— Akron 

6— Houston 

7— Oakland 

8— Omaha 

9— Milwaukee 

lFort Worth 

1— Richmond 

2— Milwaukee 


10— Rochester 

11— Portland, M.e 

12— Newark 

13— Grand Rapids 

14— Birmingham 

15— Providence 

16— Bangor 
16—Dayton 

16—Johnstown 
16—Rockford 
Sales 

3— Youngstown 

4— St. Paul 


DISTRICT BRANCHES 
Positions 


1— Washington 

2— New York 

3— Chicago 

4— Kansas City 

5— St. Louis 

6— Cleveland 

7— Boston 


8— Philadelphia 

9— Detroit 

10— New Orleans 

11— Baltimore 
1 1 —Buffalo 
13—Louisville 


14—Cincinnati 

1— St. Louis 

2— Chicago 

3— Buffalo 

4— Washington 

5— Cleveland 

6— Louisville 

7— Philadelphia 


Sales 

8— Kansas City 

9— Boston 

9—New York 

10— New Orleans 

11— Baltimore 

12— Detroit 

12—Cincinnati 


School Sales Contest—100% Club 

School Department 


The school sales secured during Janu¬ 
ary, 1924, beat any previous January of 
which we have record. The final reports 
which we have received up to this date 
show a gain even over the total school 
sales secured in January of last year. 
Our dealers also made a big gain over 
their best January record. This shows 
what can be accomplished by persistent 
effort. 

The Charter Members of our 100 Per 
Cent. Club to date are as followe: 


Albany 

Boston 

Davenport 

Denver 

F>ic 

Harrisburg 
Hartford 
Louisville 
Milwaukee 
New Orleans 


Pittsburgh 
Portland, Me. 
Portland, Ore. 
Rochester 
Rockford 
San Francisco 
South Bend 
St. Louis 
Wichita F'alls 
Youngstown 


ifrsvirdfti i ,v«s; • / 4 : : 


The above billed 100 per cent, or more 
of their school quotas. We regret that 
we are unable to include all of the oifices 
which secured 100 per cent, or moreof 
their quotas, but our school sales contests 
are based upon billing and not upon 
sales. 


Printed in U. S. A. 

THE STIRLING PRESS. NEW YOB 




















































































